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RBC invi

tes to take part in the 2006 Review Conference Call

Moscow, March 21, 2007
RBC Information Systems (MICEX, RTS: RBCI)
kindly invites you to take part in
the 2006 Review Conference Call

German Kaplun, Chairman and Chief Executive Officer
Alexander Morgulchik, Vice Chairman
Dmitry Belik, Vie Chairman of Finance

to discuss and review RBC's preliminary
financial and operational results for 2006

When:

Thursday, March 22, 2007
10:00 a.m. (U.S. Eastern Time Zone)
3:00 p.m. (London time)

6:00 p.m. (Moscow time)

Where to call:
United States: +1 (800) 762-6568
International: + 1 (480) 248-5088

To hear a replay of the conference call:
March 23, 2007 through March 30, 2007
U.5.: +1 (800) 475-6701
International: +1 (320) 365-3844
Enter Access Code: 867290

Contact:
Natalia Makeeva
IR Director
RBC Information Systems
Tel.: +7 495 363 1111
E-mail: ir@rbec.ru

Investor cointact: Natalia Makeeva

Tel: +7 (495)

363-1111 (ext. 1369), e-mail: ir@rbc.ru,

Web: www‘.rbcinfosystems.com.
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RBC

RBC delivers strong performance with record full-year revenue of over $207.8m
in 2006

Business highlights
. Totml' revenue rises 90% to $207.8m due to strong underlying growth in the Media and IT
segmiems and contributions from recent acquisitions [

. Consiohdated EBITDA grew 84% to $54.3m and consolidated net income advanced 77%
t0 $36.9m

o RBClenters the print media segment successfully, generating $15.3m in sales!
o Business television channel RBC TV substantially expands distribution and target
audnl’nce and is well-positioned to capitalize on media market growth

o DiveStment of the IT division further strengthens strategic focus on the core med:a
busulzess

« RBC|to inves heavily in new product launches and acquisitions to strengthen its
preschce in the area of mass market Internet

Key consoli!dated figures for the full year 2006

I - Financial data f'.’r 2006 is based on management accounts in accordance with IFRS,
2 - Financial staterients for the year 2005

Moscow, March 22, 2007 - Commenting on the preliminary results for the full year 2006
released bleBC Information Systems (RTS, MICEX: RBCI) today, RBC Chanrrnan and CEQ
German Kaplun said: "We delivered very strong sales and profit growth in 2006 putting the
company inlan highly favorable position to further expand its operations on the bgommg media
market. ThlS year RBC will keep aggressively investing in startup projects and acqu1smons to
build a large loyal audience in the area of mass market Internet and become a powerful force in
the digital media in Russia, the C1S and Eastern Europe. These investments are expected to
influence lh'ls year's financial results, but will benefit the company in the fo]lowm'g years". "We
are also in the process of spinning off the IT business to make it an independent company by the
end of the first half of 2007 so than we can fully concentrate on strategic goals that we set forth
for our orgalnization in the media industry”, he added.
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Total revenue exceeds $207.8m 1

The company exceeded its initial sales target for the year, reporting revenue] of $207.8m
compared w1th the initially projected range of $170-187m. RBC's total revenue rose 90%, up
from $109.4m in 2005 to $207.8m in 2006 on the back of dynamic expansion of advertising
sales, solid [growth in software programming and contributions from acquisitions -}n the field of




‘

print media and system integration. In the total revenue mix, the media business accounted for
61% of total:RBC revenue, and the IT business brought in the remaining 39%.

Achieved profitability levels secure strong financial position for RBC

The compan y outperformed its net income target, and in terms of EBITDA, it was in line with
the upper end of a range forecasted for the 2006. As sales continued to expand dynamlcally, total
EBITDA surged 84% from $29.6m (27.1% of revenue) in 2005 to $54.5m (26.2% of revenue) in
the year under review. Consolidated net income increased 77%, growing from $20/8m (19% of
revenue) in 2005 to $36.9m (17.8% of revenue) in 2006. Sustainable strong perforr]nance in the
underlying media and IT businesses as well as the growing profitability of RBC TV supported
RBC's general margin and helped to offset the impact of new product launches in thﬁt print media
and acquisitilons in the IT field. RBC's existing media business (excluding investments in mass
market Internet) 15 expected to generate higher margins for the whole company followmg the
spin off of the IT business, which is anticipated in 1H2007.

Strategy highlights

In 2006, the| Board decided to divest the information technology (IT) business (under the new
name Armada) that had developed organically within the company in 2000. On the one hand,
this move will enable RBC to concentrate on implementing its growth strategy ln the media
sector, the company's core business. On the other hand, the spin-off will unlock growth
opportunme, for the IT business, allowing it to expand organically and through acqu151t10ns The
spin-off of Armada is expected to take place in the first half of 2007, subject to final approval by
an extraordinary general meeting to be held on April 24, 2007. RBC is sharpemng" its focus on
mass media, taking steps to strengthen its strategic growth platforms and aiming to best meet the
needs of users and clients in a dynamically changing media landscape. The compl'any recetved
the Board's ’approval to invest up to $120m on strategic expansion via startup projects and
acquisitions m the area of mass market Internet in Russia, the former Soviet Union repubhcs and
Eastern Europe mainly in 2007. The goal is to become a powerful force in dlgltal media and
build a morthly Internet audience of 50 million users by the end of 2009, Thelmanagemem
expects th:s’mvestment to lead to annual revenues of $70-100m from mass marke't Internet by
2010. RBC will also continue to expand the distribution and target audience of] i the business
television channel RBC TV. Additionally, the company also intends to increase 1ts presence in
the print medla segment by developing the existing product range and making value-aceretive
acquisitions in the growing niches.

Full year business revenue breakdown® i
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3 Based an t'manctai statements for the year 2005 and management accounts h

4 Information sz:rwcles are mostly provided threugh Intemmet-based platforms

5 Software programming includes revenue from general and offshore programming in accordance with the classification of 1T revenue ror previous years
l’l
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Media Services

Revenue from Media Services surged 58% from $80.1m in 2005 to $126.8m in thIe year under
review thanlts to higher than expected sales in the Internet advertising branch, dynamlc growth
of RBC TV lrevenue and a successful entry to the Russian print market. The company s top-line
growth was also bolstered by the buoyant state of the Russian advertising market an'ud continued
favorable m:acroeconomic situation in the country throughout 2006. RBC's medta busmess
gained a Iarlﬁer market share, outpacing the total media market growth, which reached 29%° in
Russia last year. The total number of the company's clients in Internet, TV and’ print topped
2,500 adverltlsers while the average contract volume grew in each advertising branch As in
previous years, the majority of the sales volume was secured by the company's owh strong sales
force. At the same time, RBC cooperates on a non-exclusive basis with many larg‘e advertising
agencies. [E

6 Based on full-year 2006 statistics issuect by the Russian Association of Communication Agencies hl

Revenue from [nternet advertising reached $49.4m in 2006, a 38% increase compafed t0 $35.7m
for the pre‘faious year. Utilization of advertising spots on RBC's business-reiated web sites
remained close to 100% on the back of excellent demand from customers,jand revenue
expansion v/as driven primarily by prices. The company increased its online advemsmg rates in
April and September 2006, each time by 18% on average, and moved to a ruble denominated
price list i inf the third quarter of 2006. Business-related and other specialized onlme resources,
which target users with high purchasing power, accounted for 89% of the Internet advertising
revenue in 1'006 the rest coming from entertainment sites. ii

RBC contlrued to develop new web properties for the business and general audiences in 2006.
For example new web site launches include RBC.Credit (private loan market news) Business
Style (fashlon and luxury sector news), Adworker.ru (mass media and advertising industry
news). The company also introduced a new online version of its business newspaper RBC Daily
and redesigned the travel portal Turist.ru in order to offer more useful information to readers and
make these resources more efficient for advertisers. !

|

In March 2006, RBC entered to the rapidly growing Ukrainian market by establishing an
mfonnatnon: agency and launching two news portals www.rbc.ua (financial and busmess news)
and www.utro.ua (general news). By the end of the year, the monthly audience of tbese web sites
has exceedtl:d 500,000 unique users - an excellent result for the Ukrainian Internet market, which

is only just beginning to show meaningful growth. }
1
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RBC ﬁnlshed the year with the total Internet audience of its sites consisting of about 14 million
unique visitors per month, which is a 40% increase compared to 10 million momhly users in
2005. The growth came mostly from non-business Internet resources acquired by RBC during
2000.
!

RBC TV revenue advanced 41% from $24.3m in 2005 to $34.3m last year oln the back of

continuing | dynamic audience growth, expanding client base and 1ncreased'ut1l12at10n of
advertising{time.




According tlo independent research conducted by COMCON-Media in Novembier 2006, the
channel's monthly viewership surged 80% from 4.8m viewers in November 2005 toI 8.7m for the
same period}of 2006, and the weekly audience rose 64% from 4.1m people to 6. 7m Notably, in
terms of average viewing time, which grew to 310 minutes per week, RBC TV comes second
after the lar; IJest national TV station. Another major step forward is conclusion of 5n agreement
concluded tietween RBC and Mostelecom, Moscow's largest cable operator, to increase RBC
TV's dlStl‘lb".Itl()n in the capital city. This cooperation will enable the channel to reach a majority
of the MoscOow-based audience by the end of 2007.

Excellent audience statistics, the quality programming offered by RBC TV and actlve marketing
allowed for|raising ad rates by 15% in September 2006 (the first price increase smce the launch
in September 2003) and increasing the utilization of advertising time on the ¢hannel to an
average of 35% throughout 2006.

In 2007, R]‘SC TV is expected to benefit from the growth in the ad time c:apaeit)}l utilization to
around 50%, expanded coverage of the target upper-end audience in Moscow, other large
Russian and selected European cities. Given current positive market trend, it is lexpecled that
further pr|c= increases will match those of the Russian TV market as a whole (around 20-25%).

Print Publications. The company further strengthened its competitive position in the business
segment allrd successfully offered complementary marketing channels to currc':nt clients by
launching a4 monthly business magazine RBC in March 2006 with a circulation 0£195,000 copies
and a prmt version of the daily business newspaper RBC Daily in September 2006 with a
circulation 'of 65,000 copies. ;
Taking into account an ongoing boom in the Russian construction market,'the company
expanded 1o a rapidly growing niche of luxury, design and construction publications by
acquiring 50% in the leading player, EDI S PRESS Holding. This publishing house owns 9
speelallzed magazines in Russia and Ukraine, including Salon Interior, Idei Vashego Doma and
Four Seasons. Total revenue from print publications reached $15.3m and mcluded six months of
sales from EDI S PRESS Holding in the amount of $11.2m.

RBC is plcmmng to introduce several new magazines targetlng upper-class readers Based on the
current strong demand for advertising in the RBC magazine, the first net profits are expected to
come in 2007 Expansion to the print media segment is viewed as a compleme’nlutary business,
while the longer -term focus will be on the Internet and television.

Revenue from Marketing Communications services went up to $23.6m in 2006: driven by the
growing fumber of events organized by the company, including international economic
conferenc:'s business ratings and competitions. RBC acquired rlghts to the Na'rodnaya Marka
business c'ontest in December 2006. Another growth factor was an increase in the volume of
agent's fees paid to RBC for its services as an advertising agent for various Internet resources in
light of the shortage of ad spots on its own web sites. Il

lnformatmn Services revenue went up 2% to $4.2m in the year under review, Wthh is line with
the manag;ement s expectations and the company's focus on advertising-driven prO_]eCtS Market
rescarch reports and information terminals were the top-selling information products these are
expected fo bring further healthy growth in this area.

IT Services




Total revenue from IT Services surged 177% from $29.3m in 2005 to $81.0m last year due to
strong busingss expansion, solid synergies with the acquired firms and positive market dynamics.
Software Development and IT Services, such as IT consulting, maintenance and trammg services,
posted $35. 7m in annual revenue, a 67% increase from $21.1m in 2005. Revenue from the
System ]me;rranon branch rose from $8.2m in 2005 to $45.8m in the reported perllod primarily
due to the a(LqUISItlon of the system integration firm Helios Computer. Of the total: $8] Omin IT
revenues, $30.2m was generated by RBC and $40.8m contributed by acqu1s:t10ns Using
advantages offered by the increased scale of business operations, RBC mcreased its contracts
with current clients and gained new customers. By the end of the year, the total customer base
grew from about 300 to 740 IT clients, consisting of state organizations and domestlc and
foreign corporations. l

In the reported period, RBC won several tenders sponsored by the World Bank;| completed a
number of {large projects, including those for the Russian State Library andu the General
Prosecution!Office of Russia, and extended all of its IT maintenance contracts w1th the Russian
State Custcms Committee. The company's new IT-clients include the Russmn Ministry of
Foreign Aflalrs the Russian Education and Science Supervisory Service, Vnesh}econombank
Unilever (' IS, Severstal-Auto and several leasing companies like Scania Leasing,
Probusmescleasmg and Interleasing-Farm.

The company continued to strengthen its cooperation with leading sofiware jvendors. For
example, R'BC signed a partnership agreement with ORACLE to jointly provide services to large
Russian coxporate clients under the Oracle Direct program. RBC also entered mto a partnership
with Micro: >oft on combining efforts to promote Internet and Intranet portals as part of the RBC
Soft Portal Solution.

Qutlook for 2007

RBC e\cpects another year of dynamic business expansion and prepares for many new product
launches and acquisitions, primarily in the online media sector. Total media revenue is estimated
to reach atout $166-180m. This figure is expected to consist of about $65- 70m]from Internet
advertising| (including $6-7m from new Internet sites and services); about $43-47m from RBC
TV; about $31-33m from print publications; and the remaining amount jcoming from
subscriptloln and other services. The total revenue generated by the IT business (under the new
name Armada) is expected to increase to about $100-105m through organic growth! in 2007. This
forecast is|based on concluded contracts, coordinated advertising budgets and a continuing
positive market situation. ]

RBC is planmng to invest up to $120m on strategic expansion via startup projects and
acqu151t|on|s in the area of mass market Internet in Russia, the former Soviet Umon republics and
Eastern Europe mainly in 2007. These investments may significantly influence RBC's financial
results in 7007 but will benefit the company in the following years by delwé:rmg excellent
returns.

Cautmnar.y note regarding forward-looking statements

Some of the information in this press release may contain statements of future expectations and olher Jorward-
looking statements. These expectations are based on the management's current views and assumpuons and involve
known and unknown risks and uncertainties. It is possible that the company's actual results and fi mmcza! condition
may differ, p:oss:bly materially, from the anticipated results and financial condition indicated in rhese forward-
looking statements. For a discussion of some of the risks and important factors that could affect :‘he 2 firm's future
results, see "Risk Factors" in the company's latest Annual Report on www.rbcinfosystems.com. RBC assumes no
obligation 1 update any forward-looking information contained in this document. ’
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Investor cont:ct: Natalia Makeeva
Tel: +7 495 363 1111, E-mail: ir@rbc.ru
Web: www.rbcinfosystems.com
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TNS Gallup Media survey reveals impressive audience growth of RBC’s
printed editions
I
Moscow, March 27, 2007 - The latest survey conducted by TNS Gallup Media' for the period of
December 2006 through February 2007 has revealed the tremendous growth{ of the core
audience of| RBC’s printed editions, which was way beyond the management’s [expectations.
Despite thejfact that the RBC business magazine and RBC Daily business newspaper that
belong to OAO RBC Information Systems (MICEX, RTS: RBCI) were launched just a year ago,
both these editions demonstrated impressive average issue readership (AIR) figures compared
to similar blllt much older editions. In addition, the survey brought to light excellent social and
demographmc characteristics of the audiences of the magazine and the newspaper.

According to TNS Gallup, the AIR indicator of the RBC magazine, which was launched only in
March 2006i has already reached the level of 158,300 people, i.e. 1.7% of the populatlon of
Moscow agPd 16 and over. The magazine’s six-month audience amounts to 294, 800 readers, or
3.3% of Mur ,cowtes More than 57% of its readers are company heads and specnalllsts and some
20% are either company owners or co-owners. At the same time, around 70% of RBC's

readersh1p are well-off people with active lifestyle and enough money to buy exp?n51ve goods.
For examp]F, more than a half of readers (55%) have foreign cars, and some [40% traveled
abroad betvyeen December 2006 and February 2007.

The audlence of one issue of the RBC Daily business newspaper, which wasz launched on
September 25 2006, reaches 67,000 people, or 0.7% of the adult population of Moscow. TNS
Gallup mezsured the newspaper’s six-month audience as equal to 424,900 people ie. 4.7% of
Muscowtesl 77% of RBC Daily’s readership have higher education. Over 68% rep'resent middle
class and pmple with the above-average incomes. In addition, 35% of readers are top managers,
and arounc 37% are specialists. 14% of the newspaper’s audience traveled abroad on business
in the perwd between December 2006 and February 2007, and more than 38% Went there on
vacation.

It took RBC's magazine and newspaper only one year to achieve these results. Just to compare,
the Moscmiv audience of one issue of the Forbes monthly business magazine that has been
issued in Russia since 2004, is 213,600 people, or 2.4% of the adult population, while AIR for the
Vedomosti|business newspaper (published since 1999) is 95,700 people, or 1.1% of the adult
populationjof Moscow.

In the end of 2006, the Salon Press publishing house, which is part of the RBC group of
companies,l issued Russia’s first car magazine for women entitled Zhenschil}la Za Ruliom
(Woman at the Wheel). The magazine’s audience was also measured by TNS Gallup and
reached a v!ery optimistic AIR of 73,000 people (0.8%) in Moscow.

. | .
! Media National Readership Survey - Moscow is conducted by TNS Gallup among the adult population of Moscow aged 16 and
over. The total lsnmple size is 45,000 interviews per year. The survey method is based on telephone interviews)(CATI - Compuler
Assisted Telephone Interviewing).




“We are ve1|'y happy about the results of the survey. Despite the fact that so little time ‘has
passed, all our print media projects are demonstrating a growing popularity am:long the core
audiences. We consider it a great achievement on the print media market, which IiS new for us.
This became; possible due to the strong synergies with RBC's other media products and high
professmnallsm of our team, which, I strongly believe, will make RBC's editions)the ultimate
leaders in their segments,” General Director of RBC Media Artyom Inyutin said.

Investor contiact: Natalia Makeeva
Tel.: +7 495 363 1111 ext. 1369, E—mail:‘ir@rbc.ru
Web: www.rbcinfosystems.ru
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RBC TV expands coverage

Moscow, March 28, 2007 - OAO RBC Information Systems (MICEX, RTS: RBCI) announced
today that lt has established cooperation with the Eutelsat Communications (France) and
GeoTelecommunications (Russia) satellite operators to expand the coverage of the RBC TV
business channel.

“We regard| boosting the channel’s target viewership as a priority task in termsI of RBC TV
development,” General Director of RBC TV Artyom Inyutin said. “Until recently, [our technical
opportunities have been restricted to transmitting the TV signal throughout Russia\ the CIS and
Baltic states. Broadcasting RBC TV's programs through two additional satelhtes gives us an
opportunity;to reach the whole of Russia, Europe, the Middle East and North Afr:ca ” he added.

The Hot Bll"d 6 satellite belongs to Eutelsat and delivers digital television channelzls to Europe,
North Africa and the most of the Middle East and Central Asia. The satellite will enable RBC TV
viewers to track the developments in the Russian economy and business when travelmg abroad
on business or vacation. “Broadcasting from Hot Bird 6, RBC TV will reach new target
audiences including Russian speaking residents of foreign countries and foreignijcitizens who
can speak Rlussian and have business ties with Russia,” Commercial Director of Eutelsat Olivier
Milliés-Lacroix said. “We are delighted that RBC chose us as its partner to expand|the coverage
of the Russia’s first business television station to foreign countries.”

RBC TV is also starting cooperation with one of Russia's largest communications operators,
GeoCommu}nications. Its digital television platform based on the LMI-1 (ABS-1) seil:tellite is now
No.l in terms of the number of Russian TV channels distributed (mainly through cable
networks) bl:) the most of Russia and the CIS. Sending its signal via the LMI-1 (ABS—]) satellite,
will enable RBC TV to cover major eastern cities in Russia including Krasnoyarsk, !Vladlvostok
[rkutsk andjKhabarovsk. ]

RBC TV is| Russia’s only business news TV channel providing on a round-the-clock basis
comprehensive - coverage of economic and financial events in Russia and abrofad, featuring
expert commentaries, interviews and analytical surveys of Russian and foreign specialists, live
reports, topical programs and industry reviews, as well as information |supplied by
international news agencies. :

Investor contact: Natalia Makeeva

Tel: +7 (495) 363-1111 (ext. 1369), e-mail: ir@rbc.ry,
Web: www.rbcinfosystemns.com.
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